1994 Direct Account Program Comparison 
RJR FOCUS vs. Philip Morris Wholesale Masters 


Category 

RJR FOCUS 

Philip Morris Wholesale Masters 

Program Inception Dates 

May 2.1994 

April 1,1994 

Payout Objectives 

Based on individual account’s share of market 2nd Quarter 
share objective does not increase. 

Basedon section share objectives plus 3 points.. Account's 1st 
Program Period share achievement Is 2nd Program Period base. 

Payment Plans 

2 Basic Plans: "A’' weekly reporting via computer tape or 
disk. "B" monthly reporting via computer or manual. 

One plan. Weekly computer reporting only. 

Reporting Method (data) 

Computer or manual 


Program Payment Limitations 

No payment if ending share is lower than beginning share. 

Plan “A” participants receive payment for information. 

Payment for up to 9 points below section share target No 
payment for those accounts 9.1 points below target 

Maximum Per Carton Payments 

Plan "A": Full Price 5.24/Savings $ .14 

Plan "B": Full Price % .20/Savrngs $ .11 

Full Price $ .21/Mid Wee $. 145/Low Price $.124 

Reduced payment for "Low Price" Brands. 

Program Payments 

Payment based on all sales including Sales Rep's pickup 
sub jobbers, vendors, employee sales, etc. 

Payment based on qualified retail sales only. 

Per Case Payment Calculation 

Per case payment based on full price list cost per case. 

Case payments list price less terms, EPP, off invoice allowances 
Electronic Funds Transfer Allowance and Federal Excise Tax 

Returned Goods Deduction 

No deduction made for goods returned. 

All goods returned factored out of Program. PM's Sales Force 
to dlscounttnue picking up unsaleable at store level. 

Distribution Requirements 

Account must place all new brands in distribution. Account 
must treat RJR Brands at parity with competition. 

Account must take all new brands. Must retain all PM Brands 
with a .25% section share. PM Brand and Program must be 
treated at parity with competition. 

Account inventory requirement 

Semi-annual 


Payment Timing 

Semi-annual 



Key Points 

• RJR's payment discount is based on individual account share performance vs. area. 

• All levels of direct accounts can particpate under the RJR Program....those customers that are computerized or those customers that can only report manually. 
Flexibility of weekly or monthly reporting. 

• RJR's case payments based on full list price with no deductions. 

• The RJR Program does not penalize an account for returned goods. 

• RJR makes a payout on two levels.... Full Price and Savings. There is no reduction in payment for Low Cost or Private Label Brands. 
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Source: https://www.industrydocuments.ucsf.edu/docs/rrjyOOOO 

































